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New RETAIL THANK YOU PROGRAM CREATED 


_ A newly designed Thank You card will be available 
’ in April as a sales tool to help you up-sell and 
increase your sales at the cash register, as well as 
drive repeat business to your store. T his card has been 
designed for you to use as a Special way to thank your 
customer for their purchase. T he card clearly thanks your 
customer for their purchase, 
and offers ways to save on 
future purchases at your 
store. Plus, the piece 
features aRed Wing 
Rewards discount card for 
your customer to keep in 
their wallet (a high guy 
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Use the Red Wing Rewards Card To 
Increase Sales at the Cash Register 


New SERVICE CASUAL FOOTWEAR COLLECTION AVAILABLE 





Available J une 2003, Select Styles Available in May. 


, Red Wing has a new Service/C asual footwear collection for 
workers who are on their feet all day. This footwear has been created for 
the worker who dresses casually and needs to look and feel great on their feet. 
The same full-time Red Wing thinking that goes into our industrial models is 
present in our wide-ranging Service/C asual collection. Premium waterproof 
leather uppers built on an ultra comfortable Red Wing footbed featuring 
leather cover, perforated air flow vents, embedded recovery foam in the heel 
for extended bounce-back comfort and a polyurethane under layer for 
additional comfort. The collection lands on a sole of soft inner polyurethane 


and tough outer T PU for unparalleled durability. 


This collection offers Red W ing quality to the greatest possible scope of 
customers. T he Service /Casual collection is available in: B width 9-15, 


Red Wing Shoe Company, Inc. 
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factor) to use to redeem savings on future purchases at 
your store. T his is a great way to motivate your customers 
to return to your store again and again. 


T he card has over $100 worth of savings. The customer 
can save anywhere from $1-$10 off a Care Product, 
Accessory, or Repair Service, and $10-$15 off a new pair of 
Boots or Shoes. T hese discounts are not valid with any 
other offer. Free oiling and free laces are also included as 
Red Wing Rewards. 


To order your supply of Red Wing Rewards cards, call 
Customer Service at 1-800-538-5647 and ask for item 
#94508. The cost is $15 for a lot of 100. Eligible for 50% 
co-op reimbursement. 


2003 RADIO ADVERTISING 

CD LABEL CORRECTION 

The new 2003 Red Wing radio 
advertising CD included in dealer 
ad kits contains a labeling error. 

W hen the new radio commercials 
were being duplicated, the ads were 
inadvertently burned to the CD in 
an order that contradicts the label. 
If you are currently running radio 
ads, please check with your radio 
station to confirm they are playing 
the correct commercial you 
requested. The proper order of the 
radio ads as burned to the CD are 
as follows: 


D width 6-15, EE width 6-15, H width 8-3. In the style department choose 
from four versatile looks: Romeo, Oxford lace-up, Oxford slip-on and 
Chukka. This Service Casual collection is highlighted in the December 2002 
Product Guide. To order your guide call Customer Service at 1-800-538-5647 
and ask for item #94881 or contact your Red Wing salesperson. 
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ENHANCEMENTS MADE To WEB DEALER LOCATOR 


Consumers are now able to search by 
city/state, as well as zip code. And 
your store name, address and phone 
number will appear with a map that 
includes distance to the store from 
the customer’s location. If you 
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prepaid TMP for home pages and 
links, those features will appear on 
the new locator until your contract 
with TMP expires. We invite you to 
try the new locator and see what your 
customers will experience. 


1, “Winterize/Fall” 

2. “Value Priced/W ORX” 

3. “Mirror/M uscle” 

4, “Remember/Comfortforce” 
5. “Guarantee/Super Sole 2.0” 


If you would like your Radio CD 
replaced at no charge to you, please 
contact our Customer Service 
Department at 1-800-538-5647 and 
ask for item #94099 (Revised 3/03 
Radio CD). The radio commercials 
will remain the same on the 
replacement CD. We apologize for 
any inconvenience this may cause 
you, and thank you In advance for 
your help to ensure your radio 
advertising runs correctly. 
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New Industrial 
Posters Available 
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SEVEN STEPS TO SELLING - STEP 2 


In the last issue of Retail N ews we talked 
primarily about the physical and mental 
preparation necessary for a day’s or a 
career’s worth of selling (Step1). We've 
stressed the importance of a good 
attitude, knowing your competition, 
preparation and first impressions. Now 
we will stress the importance of how you 
greet and listen to a customer. 


Step 2. Greet T he C ustomer 


First, and foremost, concentrate on the 
customer. The right time to greet a 
customer is when the customer has had 
enough time to orientate himself/herself 
with the store environment. A good rule 
of thumb Is to wait at least 15 seconds 
before you contact the customer. 


Sales: “Hi, how are you today?” 

Customer: “I’m fine, and you?” 

Sales: “Pretty good. So, what can | help 
you with today?” 


Customer: “Nothing right now, I’d just like to 
look around, thanks.” 


M ake it arule NOT to ask a question in 
the opening stage of the sale that relates 
to the customer’s feelings about being in 
the store or anything about the store like 


the above scenario. Rather, use a technique 


to improve your greeting skills by looking 


for something that you can identify about 


the customer and use that as your 


greeting. Always try to greet the customer 
with a personalized question because they 


cannot generally be answered by “just 
looking.” Personalized questions give the 
customer a chance to get comfortable. 


After you complete your initial greeting, 
it’s time for you to qualify your customer, 


and become a great listener. Look for how 


to become a great listener in the next 
issue of Retail N ews. 


ADDRESS CHANGES 


If you have changes to your store 
information shown on the web dealer 
locator or 1-800- Red Wing number, 
please contact Rollie M effert at 
651-385-1242. The Red Wing Store 
Locator - making it easy for customers 
to find you, and buy from you. 
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SPECIAL ORDER $10 RE-STOCKING FEE CLARIFICATION 


Asa point of clarification, the $10 re-stocking fee does not apply to Red Wing or 
WORX™ special order merchandise that is returned within 30 days of delivery. N ote 
that your return merchandise memo must accompany the return along with a copy of the 
invoice or packing slip. Shoes returned without this documentation will be returned to 
the dealer. The $10 fee per pair returned does still apply to all other returns. T he only 
exceptions are for returned defective merchandise and/or shipping errors. Please refer to 
page 100 in Red Wing's Spring 2003 wholesale catalog for the complete merchandise 
return policy and procedures. We apologize for any confusion this may have caused. 


PRODUCT CHANGES TO STYLE 815 


The long-standing Red Wing #815 high performance work boot has recently been re- 
engineered for broader customer reach. T he wholesale price has been reduced from 
$140.00 to $115.00. Re-engineering returned the sole to its original mini-lug 
SuperSole® pattern, and eliminated the unnecessary and very expensive extra layer of 
leather in the vamp. Originally, the leather's role was to provide a waterproof barrier, 
and is now fulfilled by a waterproof GORE-TEX ® bootie. All future shipments will 
contain the new configuration and lower price with a dash level 1 


WORX ™ On Duty SELF-MAILER BROCHURE AVAILABLE 


A special WORX™ On Duty uniform collection self-mailer brochure is now 
available. T his piece was designed to help you spread the word about our 
professional looking, highly functional, shoes and boots specifically developed 
for uniformed occupations. T hese self-mailers are $5.00, and are packaged in 
lots of 10. Contact customer service at 1-800-538-5647 and ask for item #98352. 





New WORX '™ SIGNAGE AVAILABLE 


N ew W ORX signage is now available to help merchandise the WORX footwear line in 
your store. Items include: #98330, (2-Way Comfort Zone Accessory Display), #98362 
(Banner), #98347 (Floor M at), #98361, (Backlit Sign), #98357, (Header Sign), 
#98360 (Window Decal), and #98359, (Shoe Shelf). Order your supply featured in the 
Spring 2003 catalog today. If you don’t have a catalog, contact customer service at 1-800- 
538-5647 and ask for item #94308 (Spring Catalog). 


RED WING AND WORX ™ Mini CATALOGS AVAILABLE 


The 2003 Red Wing and WORX mini catalogs (5.5” x 7”) are now in inventory. T hese 
catalogs are designed for you to custom imprint and mail to your targeted audiences. 

T hey are available in lots of 100. The Red Wing catalogs are eligible for 50% co-op 
reimbursement. C ontact Customer Service at 1-800-538-5647 and ask for item #94841 
(Red Wing) and #98339 (WORX). 


Co-op PROGRAM UPDATE 





Selling Program Participants Eligible for A dditional 
Muscle Shoe A dvertising D ollars 


Good news! If you participated in the Red Wing 2003 Spring Selling Program 

you earned additional co-op M uscle Shoe advertising dollars, based on the number of 
pairs you purchased. Participating selling program dealers are eligible for a M uscle Shoe 
credit for advertising efforts between M arch and M ay. The credit structure is as follows: 
Dealers who purchased 108 - 199 pairs of M uscle shoe product will receive a $150.00 
credit, and dealers who purchased 200 + pairs will receive a $300.00 credit. Muscle shoe 
ad claims will only be applied against the $150 or $300. For example: If you submit an ad 
claim for $400 and you earned $300, the remaining $100 will not be applied against your 
regular co-op funds. You will only be reimbursed $300. 


Please send in your muscle shoe advertising proof of performance to: Red Wing Shoe 
Company, Attn: Co-op Dept., 314 Main Street, Red Wing, MN 55066 to receive your 
credit memo. Please reference the co-op guidelines for proper documentation. The 
guidelines are available from the Red Wing website: www.redwingshoe.com. Remember 
to submit proof of performance within 60 days of advertisement. 


If you have any questions in regards to these additional M uscle Shoe Dollars, please call 
1-800-538-5647 and press 2 for co-op. 


THE 2003 DEALER Ap KIT 


The 2003 Dealer Ad Kit Is 
now available in our inventory 
as an entire kit or by separate 
components. You may place 
your orders through customer 
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A new Muscle Shoe Web Coupon offer Is now live 
on the internet to help drive new customers to local 
Red W ing Retailers. The web coupons feature the 
same price discounts and products as our current 
direct mail postcard. Discounts include: $15 off any 
regular priced Red Wing Work Boots or Shoes, $10 
off any regular priced WORX Boots or Shoes, and 
$10 off any regular priced Red Wing M uscle Shoes. 
Customers will be able to download and print a 
coupon to use when purchasing a new pair of boots or 
shoes, “AT PARTICIPATING DEALERS ONLY.” 

T he coupon can be identified with a “w” for web in 
the bottom left corner. This coupon will be valid from 
March 10th to M ay 10th, and Is not valid with any 


other offer. All participating dealers are 

asked to save the coupons for tracking 

purposes and mail to: Clare Pavelka, RW SC, 314 
Main Street, Red Wing, MN 55066 after the sale 
ends M ay 10th. T hose already enrolled in the web 
coupon discount locator, do not need to sign-up 
again. If you missed out on this opportunity, you can 
enroll as a participating web 
coupon dealer for future web 
discount offers, just contact 
Clare Pavelka at 651-385-1104 
and she will send you the 
necessary sign-up forms. 


service. T he kit item numbers 
are as follows: 


94580 - 2003 Ad Kit 

(assembled and includes the 94099 
Radio CD, 94030 Print/Billboard CD, 
and 94596 AD book) 


94099 - 2003 Radio CD 
94030 - 2003 Print/Billboard CD 





SPRING DirRECT MaiL UPDATE 


A Spring direct mail campaign developed to help sell more 

M uscle Shoes is well underway. A M uscle Shoe product specific 
postcard has been designed to increase our M uscle Shoe 
footwear sales. T his direct marketing campaign, which runs 
March 10 - May 10, qualifies for Red Wing’s 50% co-op offer. If 
you didn’t participate, don’t miss out on the next direct mail 
Opportunity. Be sure to keep in touch with your DRM for direct 
mail news, or be on the lookout for a sign-up form in the mail. 
Direct questions and/or feedback to Jane Sturges at 651-385-1808, 

or jane.sturges@redwingshoe.com. 


SUPERSOLE 2.0 REPAIR Now AVAILABLE 


Our Red Wing Shoe Repair Shop is equipped and ready to provide full sole 
factory repairs on our Aztec Pattern SuperSole 2.0. T he full sole repair for 
styles 606, 607, 608, 914, 1412, 2406, etc., is $48.00. 


IRISH SETTER ANGLERS RANKED #1 BOAT SHOE BY TRAILER BOAT MAGAZINE 


Irish Setter A nglers fishing shoes’ performance surpassed that of many 
established boat shoe brands in a recent test conducted by Trailer Boat magazine. 
Irish Setter N avigators boat shoes will be submitted for testing in A pril. 


SPRING NATIONAL TV SCHEDULED IRISH SETTER GROUND SENSING Boots GET ATTENTION 


A new TV ad campaign is set to launch mid-March. A new flight The most influential writers and editors were wow-ed with the latest 


of commercials featuring a variety of boots within the M uscle 
Shoe line will launch our 2003 national advertising schedule. The 
ad campaign will reach millions of viewers, and run during 
targeted programming to reach our primary audiences. 


technology from Irish Setter at the recent SHOT Show in Orlando, FL. 

T he writers reported the boots to be lightweight, flexible and extremely 
comfortable. T hey were impressed with the ground sensing technology that 
allows hunters to feel twigs before they snap underfoot so they can move 
about more quietly. Look for press coverage in upcoming gear guides and fall 


MUSCLE SHOE POINT-OF-PURCHASE DISPLAYS hunting previews. 


We have the advertising support in place to help drive traffic to 2003 IRISH SETTER CATALOG AVAILABLE 


your store, now is the time to make sure all your Muscle Shoe 
Point-of-Purchase display shelves are up, and are merchandised 
with only M uscle Shoe products. Your great merchandising 
efforts will make it easier for customers who have been viewing 
our advertising to find this new product, and increase your sales. 


New INDUSTRIAL SALES TOOLS AVAILABLE 


You can determine what styles and sizes of Irish Setter footwear you want in 
your store by ordering the 2003 Irish Setter Catalog. T he catalog features a 
variety of new styles, including the #1 ranked Boat shoes, lightweight hunting 
boots and comfortable casuals. Order your catalog today. Contact Customer 
Service at 1-800-538-5647 and ask for item #97714. 





y i 2003 Safety and Static Dissipative 
Posters Available 
Two new brand specific posters are now 
available to highlight Safety and Static 
Dissipative footwear. One poster contains 
Red Wing only products, and the other 
WORX only products. 


To order your posters contact Customer 
Service at 1-800-538-5647 and ask for item 
#94793 (Red Wing) and #94014 (WORX). 
Eligible for 50% co-op reimbursement. 


Industrial C atalogs Eligible for 50% Co-op 


T he new Industrial Catalogs are now eligible 
for 50% co-op reimbursement. Order your 
supply today and ask for item #94018. 


G eneric Industrial Posters 


Working with industrial accounts? W hy not 
advertise your location to employees in their 
company break room or lunchroom? In M arch, 
we will have two new Industrial posters 
available to help you do just that. Each poster 
contains the phrase: “Improve Your Working 
Conditions with Red Wing Shoes and WORX 
footwear”. As shown, one-poster features a 
close-up shot of a worker with service casual 
shoes, the other features rugged boots of a 
worker operating a jackhammer. You pick the 
poster most appropriate for your situation. 

To order call Customer Service at 
1-800-538-5647 and ask for item # 96140 
(Service Casual), or # 96141 (Hard Working). 


Eligible for 50% co-op. 





#96141, Hard Working 


Poster Available. 
($4.50/lot of 10) 


#96140, Service Casual 
Poster Available. 
($4.50/lot of 10) 


SALES AWARDS PRESENTED 


Red Wing Shoe Company presented 
their annual sales awards at the 
national sales meeting held in 
Atlanta, GA. T hese awards were 
given to the sales people who 
achieved outstanding performance 
and service, as well as top sales 
within their category. 





Pictured left to right: Tory Kinson, 
International Representative of the Year, Lee 
Carpenter District Retail Manager of the Year, 
Dave Murphy, President, Mike M ettler, 
Industrial Representative of the Year, Dave 
Harris, Sales Representative of the Year. 


New ACCESSORIES AVAILABLE! 


95135 - Oiled Leather Max™ 

N ew Oiled Leather M ax™, now available in a 
container designed to fit comfortably in your 
hand, provides up to 50 applications of Boot Oil, 
that leaves a clean matte finish every time. The 
Oiled Leather M ax™ provides consumers with 
another option for shoe care and should nicely 
compliment the sales of our Red Wing 8 oz. 
Boot Oil. 


95124 - ShoeG 00° 

Red W ing branded ShoeGoo® is now available - 
superior adhesive and sealant that easily and 
permanently repairs all types of footwear. 

ShoeG oo® adheres to all kinds of materials, and 
can be used to mend rubber soles, canvas or 
leather tops, it even stops shoelaces from fraying. 
ShoeG oo® dries to a waterproof, flexible rubber, 
so it can also be used to repair waders and rubber 
boots, without breaking or cracking under stress. 


96388 - RedBed™ 

The RedBed™ offered in several Red Wing 
Products is now available for you to sell as 
replacement footbeds to customers. T he 
RedBed™, available in sizes 7-15, is a foot-bed 
that provides under foot comfort and support. 
The RedBed™ also features moisture managing 





Birdseye® fabric covering, ventilating 
perforations, impact absorbing urethane 

foam, heel strike gel elastomer cushion pad, 
supportive instep columns, and heel and wrap- 
around motion stabilization. 


Latigo Braided Belts 

N ow available! A new full-grain leather belt with 
a Latigo Braid, a 14” wide “braided construction”, 
a 1%” padded buckle tab, and a solid brass End Bar 
buckle with an Old English Brass (light antique) 
finish. Available in Black, Brown, and light brown. 
96545, (Black Latigo Braid), 96546 (Brown 
Latigo Braid) 96547 (English Tan Latigo Braid). 


Chino Belts 

N ow available! A new full-grain leather belt with 
a Chino 1%” wide, “feather edged” construction 
that is self-lined, and solid brass End Bar buckle 
with a B-BAR (black tone) finish. 

Available in Black, Brown and English Tan. 
96548, 1%” (Black Chino), 96549 1%” (Brown 
Chino), and 96550, 1%” (English Tan Chino). 
To order your accessory supply contact Customer 
Service at 800-538-5647 and ask for the 
corresponding item number listed by the 
accessory description. 
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